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Direct Costing 
by VINCENT T . DONNELLY 
Principal, Los Angeles Office 
Presented before the Pomona Chapter of the National As-
sociation of Accountants, Pomona, California—January 1961 
MANAGEMENT has long realized that volume plays an important 
part in the determination of costs and profits. Direct Costing is 
a method of providing information about the relationship of cost-
volume-profit in such a way as to make it more understandable to 
various levels of management. This is accomplished by integrating 
into the accounts various related techniques which include variable 
or flexible budgets, break-even charts and marginal profit analysis. 
These techniques are not new and did not come into being with the 
origination of Direct Costing. However, by the integration of the 
techniques into the accounting system it has been made possible to 
obtain facts and perform more accurate profit planning without the 
necessity of resorting to after-the-fact analysis. 
DEFINITION 
Direct Costing has been defined in the N A C A Research Report 
#23 as the "segregation of manufacturing costs between those which 
are fixed and those which vary directly with volume. Only the prime 
costs plus variable factory costs are used to value inventory and cost 
of sales. The remaining factory expenses are charged off currently to 
profit and loss. However, the point to be emphasized is that direct 
costing is primarily a segregation of expenses and only secondarily 
a method of inventory valuation. By this approach, full attention can 
be devoted to the effect which direct costing has on the profit and 
loss statement and supplementary operation reports." 
Many of you have probably heard the statement made that 
direct costing is a system for eliminating fixed costs from inventory. 
While this is true for a pure system of direct costing, it is an inciden-
tal feature rather than the chief objective of the plan, which is the 
providing of information on a timely and current basis about cost-
volume-profit relationships. 
You also may have heard individuals say that they have utilized 
direct costing techniques for many years. What most of them really 
mean is that they have omitted from inventory valuation such fixed 
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costs as depreciation, real estate taxes, and/or insurance. Under direct 
costing, variability with volume is the prime determinant of whether 
a cost should be designated as a product cost or a period cost. Elimina-
tion of certain expenses for reasons of conservatism, custom, or tax 
savings only does not qualify the practice as one of Direct Costing. 
Before we delve into the pros and cons of Direct Costing, let us 
look briefly at its background and history. 
HISTORY 
Although the principles of standard cost probably go back to 
the early years of this century, the first formal publicized system 
seems to have occurred in the early 1920s. This took place in a mid-
west plant which made gloves as its one and only product. You may 
recall seeing these gloves with the brand name "Boss" because I 
believe they still are a popular item for workmen. A t any rate, man-
agement of the Boss company reasoned that they should be masters 
of the product cost rather than servants of it and they went about 
developing a system which would permit this. Normal or standard 
times were established for each operation and a level of production 
was predetermined for the plant as a whole and for each department 
within it. Based on the standards and volume which had been set, 
manpower requirements were determined and budgets were estab-
lished. Here is where the system later showed its greatest weakness 
because the budget was of the fixed type and did not take into con-
sideration deviations from the production plan. Therefore when work 
stoppages occurred unfavorable variances soared. 
A solution to this basic weakness in standard cost was not dis-
covered, or at least not publicized, until approximately 1927, when the 
first formal flexible budget was established at Westinghouse Electric 
& Manufacturing Company, now known as Westinghouse Electric 
Company. This brought into being the system we now call absorp-
tion costing. As you all undoubtedly know, this system provides for 
a separation of fixed and variable expenses with the budget allow-
ances of the variable type being geared to the number of units pro-
duced. Fixed budgets of course are allowed for the period without 
regard to production. However, since the budget was set for a certain 
level of production, the fixed expenses were allocated accordingly. 
When production was lower than planned, this resulted in a condition 
called under-absorbed expenses and when production was greater than 
planned, over-absorption of expenses resulted. 
379 
Over- and under-absorption is undoubtedly one of the biggest 
factors responsible for the rise of Direct Costing because of the 
distortions of profit or loss it causes on financial statements. This 
distortion is aggravated when sales and production get out of harmony 
in any period. For example, it is conceivable that greater profits 
would be shown when production exceeds sales and lesser profits 
could result when sales exceed production. This is extremely difficult 
to explain to management and sales people who are not acquainted 
with the intricacies of cost accounting. 
While the basic principles of Direct Costing go back many years, 
the first formal publicized system seems to have taken place in the 
middle 30s when Jonathan Harris developed his thoughts into a 
Direct Costing system at Dewey & Almy Chemical Company in 
Cambridge, Mass. This he described in an article published in the 
N A C A Bulletin of January 1936. So far as is known at the present 
time, this is the first article published on the subject, and as a result 
Mr. Harris is generally acknowledged to be the "father" of Direct 
Costing. 
Comparatively little was done with the new concept for the next 
few years, and World War II undoubtedly slowed its development 
and acceptance. However, in 1946 it received its first major push when 
the Pittsburgh Plate Glass Company adopted the system for all of 
its plate glass operations. Later it was also installed in the window 
glass plants as well as in some of its other operations. 
It is interesting to note the sequence of events which led up to 
the adoption of Direct Costing by the Pittsburgh Plate Glass Com-
pany. When Westinghouse adopted standard costs in the 1920s, it 
retained consultants to work with a selected crew of its own people to 
develop and install the system. Among the members of the Westing-
house crew was a young engineer named Charles R. Fay. Costing 
fascinated him to such an extent that when the project had been 
completed he deserted the engineering ranks and joined the accounting 
department. He advanced to become Assistant Controller of Westing-
house and about 1943 was invited to become Controller of Pittsburgh 
Plate Glass Company. As the war approached its end he was puzzling 
about the development of a cost system for the company that would 
eliminate some of the distortions persistently occurring because of 
over- or under-absorbed burden. As has already been mentioned, the 
installation of a Direct Costing system in 1946 was the culmination 
of his plans. 
In 1953, when the N A C A issued its report on Research Study 
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#23, there were eighteen known companies in the United States using 
Direct Costing. According to the latest count there are now over 
two hundred companies who acknowledge using the Direct Costing 
technique. 
DESCRIPTION 
So that we may understand each other, let me describe briefly 
the main points of a Direct Costing System. Ordinarily it is one that 
encompasses a standard cost approach but with some modification 
there is no reason why it could not be applied to an actual cost system 
as well. Assuming, however, that we are dealing with a standard cost 
system, budgets are established by department or cost center wherein 
all costs are designated as fixed or variable. Standards are developed 
by operation which, when extended by the respective cost center rates, 
gives the various operational costs of the products. In a pure system, 
the development of these costs is limited to the variable portion only 
but many companies also determine the fixed cost by operation 
and product. This permits them to calculate accurately the fixed 
amount in inventory if they wish to include it in published reports. 
It also provides the total cost as well as the variable cost of the 
products in the event that management feels a need for it in pricing 
or planning. 
A t the end of a given period the respective budget allowances are 
determined by extending production by the respective cost-center vari-
able rates and adding to that total the appropriate fixed amount. As 
in the case of any standard cost system, efficiency variances are 
charged off to the P & L as they occur. 
A t this point under an absorption-type system, the amount to be 
charged to Work-in-Process inventory is determined by extending 
the production in each department by the respective cost-center total 
rates which include both fixed and variable. The resultant amount is 
compared to the total budget allowed and the difference between the 
two is termed volume variance and charged to the P & L . The 
absorbed amount is, of course, charged to the Work-in-Process inven-
tory accounts. 
In a direct-costing system the computation for determining the 
amount of fixed expense absorbed is not necessary since the total 
fixed amount is charged directly to the P & L . Only the variable 
amount is charged to Work-in-Process inventory and since this is cal-
culated for the monthly budget allowance no further computations are 
necessary. 
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M A R G I N A L INCOME 
When variable costs are deducted from sales income the resulting 
amount is called profit contribution or marginal income. The theory 
behind this is that no sale makes a profit for the company until suffi-
cient sales have been made to pay for the ever-recurring fixed expenses. 
For example, if a product has a selling price of $1.00 and a variable 
cost of 80 cents, it is said to provide a profit contribution of 20 cents. 
Also this item is said to have a P / V Ratio (Profit to Volume) of 20%. 
Assuming that the company has a fixed expense of $2,000 per month, 
it would be necessary to sell 10,000 units before any profit would be 
made. However, for every unit sold in excess of 10,000, the company 
would have an operating profit of 20 cents. This condition may be 
seen clearly on a profit graph or breakeven chart as illustrated in 
Exhibit A . 
The profit graph or breakeven chart is one of the basic tools of 
profit planning. It is easily prepared on a sheet of graph paper from 
monthly sales and profit statistics. The vertical scale represents profit 
or loss and the horizontal scale the dollar sales. Points are plotted 
for each month's activity, after which a line of best fit, called the 
Profit Path, is imposed on the plotted points. The origin of the line 
or curve indicates the monthly fixed cost but this figure should be 
confirmed by analysis of the company's operating costs. As is indi-
cated on the Exhibit, the P / V ratio is obtained by dividing the marginal 
profit by the dollar sales at any point on the curve. The Breakeven 
Point is the point at which the profit path crosses the zero profit hori-
zontal line. In other words, it is the point at which marginal profit ex-
actly meets the fixed expenses. The Average Monthly Sales, of course, 
is just what the name implies. The Margin of Safety is determined by 
dividing the difference between the average monthly sales and the 
breakeven sales by the average monthly sales. On the Exhibit, these 
points are clearly labeled, and the statistics used to arrive at them 
are also shown. 
INCOME S T A T E M E N T 
One of the prime objectives of direct costing is an income state-
ment in which costs are grouped according to the degree of vari-
ability with volume. This type of presentation emphasizes the com-
pany's profit structure and provides a firm base for understanding the 
relationship between costs and volume. 
Exhibit B is an example of a profit and loss statement by product 
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EXHIBIT A 
PROFIT G R A P H OR B R E A K E V E N C H A R T 
Based on Monthly Statistics 
Thousands of 
Dollars. 
Month 
Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct 
Nov. 
Dec 
Total 
Average 
Sales 
$ 26,000 
30,000 
35,000 
50,000 
55,000 
46,000 
20,000 
40,000 
33,000 
43,000 
46,000 
44,000 
$468,000 
$39,000 
Average Minus 
Breakeven Sales 
Average Sales or $39,000 
division under a direct-costing system. This may be prepared for any 
number of product divisions but it is desirable to restrict it to those 
that individually represent a reasonable percentage of sales. 
It wil l be noted that the exhibit provides for gross sales followed 
by a standard markdown to arrive at the net sales. This statement 
was prepared for a company dealing in consumer goods, but it may 
be varied to suit individual circumstances and depending on the type 
of business the statement covers. The variable cost of sales is broken 
down into material, labor, and other expenses but frequently labor 
and expenses are combined. The difference between the variable costs 
and the net sales is called the profit contribution or marginal profit. 
After the application of variances at this point, the resulting balance 
is the profit contribution at actual. Next comes the application of con-
stant or fixed expenses which gives the operating profit at plant level. 
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Profit 
($2,400) 
( 1,200) 
( 800) 
2,800 
3,200 
1,600 
( 3,600) 
200 
( 200) 
1,600 
2,000 
400 
$3,600 
$300 
Monthly Sales in Thousands of Dollars 
Profit to Volume Ratio (P/V) 
Marginal Profit 
Sales or 
$7,800 
$39,000 20.0% 
Margin of Safety (M/S) 
$1,500 
4% 
This would be equivalent to the gross profit under other types of cost 
systems. 
Lastly, the selling and administrative expenses are applied to 
arrive at the net operating profit. 
A D V A N T A G E S 
There are many advantages claimed for Direct Costing techniques 
but in my opinion, from an operating standpoint, there are three 
major ones. These are: 
• Pricing 
• Product Selection and Emphasis 
• Profit Planning 
Let us discuss each of these separately. 
PRICING 
When pricing products, management must consider two factors 
in conjunction with each other—the unit price desired and the opti-
mum volume. For example, a company might set a price on a product 
which would return a handsome profit—provided it could be sold at 
that price. Conversely, it might set a low price which would insure 
great sales volume but little total profit. The balance between these 
two factors is delicate indeed and management needs every bit of in-
formation it can obtain to set a price that wil l result in the most sales 
at the highest price. Of course a company is most fortunate if it has 
over-all control of the market for a given item and is therefore able 
to charge any price it desires. But in most cases in the present-day 
business climate competition has a great deal of influence on prices 
and pricing policies. 
Wi th direct-costing techniques, management can get the maxi-
mum amount of information to accomplish optimum pricing. By 
knowing the variable or out-of-pocket cost it wi l l have maximum 
flexibility in meeting competitive situations. In the event that the 
variable cost is too high to permit a price which wil l be competitive, 
management knows immediately that it has these alternatives: 
• Sell at a loss or reduced profit 
• Discontinue the item 
• Initiate cost reduction measures 
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EXHIBIT B 
PROFIT & LOSS STATEMENT 
BY PRODUCT DIVISIONS 
Month 19 
Product Division 
CURRENT PERIOD TOTAL A B C 
GROSS SALES 
Standard Mark-Dovn 
NET SALES' 
Variable Cost of Sales: 
Material 
Labor 
Other Expense 
Total Variable Cost of Sales 
PROFIT CONTRIBUTIOH AT STANDARD 
% of Net Sales Variances on Variable Accounts: 
Purchase Price 
Material Usage 
Imperfects 
Labor & Expense 
Total Variances 
PROFIT CONTRIBUTION AT ACTUAL 
% of Net Sales 
Constant Expense: 
Budgeted Plant Amount 
• Variance on Constant Accounts 
Total Constant Plant Amount 
OPERATING PROFIT AT PLANT LEVEL 
% of Net Sales 
Selling & Administrative Expense 
MET OPERATING PROFIT 
TEAR TO DATE 
GROSS SALES 
Standard Mark-Down 
NET SALES 
Variable Cost of Sales: 
Material 
Labor 
Other Expense 
Total Variable Cost of Sales 
PROFIT CONTRIBUTION AT STANDARD 
% of Net Sales 
Variances on Variable Accounts: 
Purchase Price 
Material Usage 
Imperfects 
Labor & Expense 
Total Variances 
PROFIT CONTRIBUTION AT ACTUAL 
% of Net Sales 
Constant Expense: 
Budgeted Plant Amount 
Variance on Constant Accounts 
Total Constant, Plant Amount 
OPERATING PROFIT AT PLANT LEVEL 
% of Net Sales 
Selling & Administrative Expense 
NET OPERATING PROFIT 
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The important point here is that it isn't necessary to make an 
analysis of the product cost before action can be taken. The informa-
tion is available at any moment without the necessity of "unscram-
bling" the cost into its fixed and variable components. In a volatile 
market and a competitive economy the importance of this flexibility 
and the advantage it gives cannot be discounted. 
A few words about product total costs. Some direct costing purists 
insist that there is no need for these—that the P / V ratio is sufficient 
to do a good pricing job on either short or long-range bases. How-
ever, whether or not one agrees is immaterial because in a properly 
developed system, product total costs are available to use or ignore 
as you choose. 
PRODUCT SELECTION AND EMPHASIS 
When all products have been costed on a variable basis and com-
pared with their respective selling prices it is readily apparent which 
ones offer the greatest contribution of profit. With this information, 
management can take steps to maximize profits by instituting selective 
selling emphasis on the more profitable items and by deemphasizing 
sales on the lower profit products. This can be accomplished by various 
marketing techniques such as appropriate advertising or commensurate 
salesmen's incentives. 
In the case of a company that cannot increase the volume of a 
given item because of limited manufacturing capacity, the decision 
to expand or not is made easier by the availability of P / V information. 
Other sales areas where direct-costing techniques provide in-
formation almost instantaneously are: 
• Determining the number of units which must be sold to realize 
the desired net profit or return on investment from an in-
dividual product, product line or sales outlet 
• Determining the additional volume necessary to maintain pres-
ent profits in the event of price cuts or increases in selling 
expenses 
• Determining the effect on profits of dropping certain low margin 
products, territories or classes of customers 
Exhibit C is one of a set of charts that facilitate the task of profit 
planning and enable one to calculate quickly the effect of changes on 
cost-price-volume relationship. This exhibit shows the percentage that 
variable costs would have to be decreased in order to offset a price 
decrease without loss of profit, assuming there was no change in sales 
3 8 6 
volume. The left-hand vertical scale represents the percentage price 
decrease and the horizontal scale shows the percentage variable-costs 
decrease. Assuming that we are talking about a product or product 
mix with a P / V ratio of 40%, it can be seen that a price decrease 
of 30% will necessitate a variable-cost decrease of 50% in order to 
yield the same total profit. 
Exhibit D is another chart in the profit-planning set. This shows 
387 
E
X
H
IB
IT
 C
 
R
E
Q
U
IR
E
D
 V
A
R
IA
B
L
E
 C
O
ST
 D
E
C
R
E
A
SE
 T
O
 O
F
F
SE
T
 P
R
IC
E
 D
E
C
R
E
A
SE
 W
IT
H
O
U
T
 
V
O
L
U
M
E
 
O
R
 P
R
O
F
IT
 C
H
A
N
G
E
 
the required sales volume increase necessary to offset a price decrease 
to yield the same profit without change in product cost. The left-hand 
vertical scale is the percentage price decrease and the horizontal scale 
is the percentage volume increase. Assuming the affected profit has a 
P / V ratio of 20% and the price is to be decreased 10%, it may be 
seen that volume must be increased 100% in order to arrive at the same 
total profit. Charts of this type may be prepared for any combination 
of changes in the cost-price-volume relationship. 
PROFIT PLANNING 
The advantages of direct-costing techniques probably reach their 
ultimate in the area of planning. Most management decisions are 
affected to some extent by changes in costs and sales income which 
accompany volume changes. As has already been stated, volume 
must be considered in making decisions on product pricing and add-
ing or eliminating products. It is apparent, too, that in making capital 
expenditures for new equipment or plant facilities the factor of volume 
plays an important part. And of course, in setting advertising budgets, 
volume is probably the biggest single influence. 
Cash budgeting certainly is simplified by the use of direct-costing 
techniques. Since the direct cost of a product bears a constant rela-
tionship to the amount that must be spent for each added unit of 
volume, the amount of cash needed for production for a forthcoming 
period can be quickly estimated. By adding the cash expenditures 
portion of fixed expense and the capital and financial expenditures 
which are established by appropriation, the total cash requirements 
for any period may be quickly determined. 
The usefulness of cost-volume-profit relationship information in 
budgetary planning is easily recognized. The ready availability of in-
formation about fixed costs and the rates at which costs and profits 
change in relation to volume, enables management to perceive the 
effect of proposed volume changes on profits. Direct-costing tech-
niques provide this without resorting to supplementary analysis and 
as a result, profit plans can be developed or altered in speedy fashion. 
For example, given a sales forecast, a budgeted income statement for 
any product group or for the company as a whole may be compiled in 
very little time. This makes possible the immediate evaluation of pro-
posals made at budget conferences. 
Exhibit E shows the comparisons of the effect on profits through 
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various actions. Line A portrays the condition under current cir-
cumstances. Line B shows the profit path when fixed costs have 
been reduced from $7500 to $6000 per month. Line C indicates the 
profit path when fixed expenses have not been reduced but the P / V 
ratio has been increased from 20% to 28%. 
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For your own edification, you might superimpose Line D on the 
same chart to reflect a reduction in fixed expenses to $6000 per month 
and an improvement in the P / V ratio from 20% to 28%. The profit 
path then would be parallel to line C but would originate at the $6000 
fixed cost point on the left-hand scale. 
A n illustration of a profit plan is shown in Exhibit F. The upper 
portion of this exhibit is the plan while the lower portion provides 
space to record performance as compared to the plan. Based on a 
sales forecast, the sales are costed at standard variable cost to indicate 
the profit contribution or marginal profit. In the month of January, 
it wil l be noted that unfavorable variances of $35,000 were anticipated, 
which left $104,000 profit contribution at actual. Since January, for 
this hypothetical company, constitutes a five-week month, the fixed 
costs are $127,000, which put the company in an anticipated $23,000 
loss position. Other income amounted to $2,700, and therefore the 
planned net loss was $20,300. 
Actual sales for this company were considerably in excess of 
the forecasted amount and as a result, the actual net profit was $16,811. 
Since the company had planned for a $20,300 loss, the variance from 
planned profit was $37,111. The next portion of the profit plan analyzes 
further the January performance. The additional sales volume ac-
counted for $25,419 of these variances. Because the products that were 
sold were of a higher than average P / V ratio, the additional profit 
was $17,862 more than planned. Sales expenses were $11,354 less than 
budgeted, and therefore the total variances due to the sales depart-
ment amounted to $54,635. 
In the manufacturing department, actual labor and expense was 
greater than the budget allowed and resulted in a $9,715 unfavorable 
variance. Raw materials yielded less than anticipated, which caused 
a shrinkage variance of $1,940. Purchase price variances were minor 
but the total unfavorable manufacturing variances amounted to 
$11,664. 
As may be seen on the profit plan, the administrative expenses 
and other income and deductions were $5,860 more than anticipated, 
and therefore the net total of the variances from the profit was $37,111 
favorable. 
The last three lines on the profit plan show progressive totals that 
reflect the year-to-date performance. 
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EXHIBIT E 
COMPARISON OF E F F E C T ON PROFITS 
Through Reduction of Fixed Costs (B) 
Through Reduction of Variable Costs (C) 
Monthly Sales in Thousands of Dollars 
A B C 
Average Monthly Sales $39,000 $39,000 $39,000 
Variable Costs 31,200 31,200 28,000 
Marginal Profit 7,800 7,800 11,000 
Fixed Costs 7,500 6,000 7,500 
Breakeven Point 37,500 30,000 26,800 
Profit to Volume Ratio 20% 20% 28% 
Net Profit 300 1,800 3,500 
Margin of Safety 4 % 23% 31% 
C O N C L U S I O N 
It is certainly true that a pure Direct Costing system is simple 
in operation and accordingly requires a minimum of clerical work 
once the installation is complete and operating. However, many of the 
advantages that the system offers can be obtained with an absorption-
cost system if one is willing to put forth the extra effort. This (the 
extra effort) is not a material consideration if a company is fortunate 
enough to have a computer. Even with a small computer or a well-
rounded punch-card installation, the extra processing time of such a 
system would not be great. 
It is my opinion that practically any company could benefit by 
using direct-costing techniques. This does not mean that every com-
pany should have a pure direct-costing system. However, I'm sure 
that some of the things we have talked about tonight could be used 
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E X H I B I T F 
P R O F I T P L A N 
Six Months Ending June 30, 1961 
January February March April May June 
PLANNED NET SALES: $295,000 $445,000 $495,000 $495,000 $495,000 $495,000 
Standard Variable Cost 156,000 236,000 262,000 262,000 262,000 262,000 
PROFIT CONTRlBUTION AT STD. 139,000 209,000 233,000 233,000 233,000 233,000 % of Net Sales 47 47 47 47 47 47 
VARIANCES $(35,000) $(28,000) $(23,000) $(18,000) $(15,000) $(15,000) 
PROFIT CONTRIBUTION AT ACTUAL 104,000 181,000 210,000 215,000 218,000 218,000 
Fixed Costs 127,000 101,000 101,000 101,000 101,000 127,000 
OPERATING PROFIT OR (LOSS) (23,000) 80,000 109,000 114,000 117,000 91,000 
Other Income (Deductions) 2,700 1,500 1,500 1,500 1,500 2,700 
PLANNED NET PROFIT OR (LOSS) (20,300) 81,500 110,500 115,500 118,500 93,700 
Net Sales (6.9) 18.3 22.3 23.3 23.9 18.9 
ACTUAL NET PROFIT $ 16,811 
VARIANCE FROM PLANNED PROFIT 37,111 
ANALYSIS OF VARIANCES 
Sales Department 
Volume 25,419 
Standard P/V 17,862 
Expenses 11,354 
Total Sales 54,635 
Manufacturing 
Labor & Expense (9,715) 
Shrinkage (1,940) 
Purchase Price (9) Total Manufacturing (11,664) 
Administration 
Expense (3,798) 
Other Income & Deductions (2,062) 
Total Administration 
3RAND TOTAL VARIANCE 
(5,860) 
37,111 
YEAR TO DATE 
Planned Net Profit 
Actual Net Profit 
$(20,300) 
16,811 
$ 61,200 $171,700 $287,200 $405,700 $499,400 
Variance From Planned Profit 37,111 
to advantage by the average company. If any of you people here have 
not seriously investigated the possibility of using these techniques in 
your company, even with your present cost system, you may be 
justly charged with complacency. I would strongly urge you to look 
at your system critically and you will probably find many places where 
the information output would be considerably improved by the use 
of direct-costing techniques. 
One closing word of warning. Direct Costing is no panacea—no 
magic button for curing all the ills of a company's operational short-
comings, or for obtaining all the answers without work or thought 
on the part of the accountant. However, in the hands of skilled and 
progressive management, it will provide a sharp, clear picture that 
will enable you to minimise unpleasant surprises and to maximize profits 
for your respective companies. 
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